
1 © 2017 SiriusDecisions. All Rights Reserved 

 
@PeterOstrow @mindtickle        #MTWEBINAR                     

Sales Enablement for Hyper-Growth: 

Lessons from the Trenches 

  



2 © 2017 SiriusDecisions. All Rights Reserved 

 
@PeterOstrow 

@mindtickle        #MTWEBINAR 

Meet the speakers 

2 

Pat Lynch 

VP of Enablement & Innovation 

MindTickle 

Steve Lamar 

Director of Sales and 

Leadership Development 

Dexcom 



Sales Enablement for Hyper Growth: Lessons from the trenches 

Steve Lamar 
Director of Sales and Leadership Development 



Continuous Glucose Monitoring 

Who is Dexcom? 

• Founded in 1999 

• Focus on continuous glucose monitors for 
people with diabetes 

• Market leader in the category 

• Complex sales process through insurance 

• Complex sales process = Complex training 

• Numerous support teams to support 
customers and sales efforts 

• Added approximately 40%+ employees 
since 1/2017 



 

 

 

Timeline for Sales Enablement at Dexcom 

2009   2013  2015    2016             2018 
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1 Trainer 
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2 Trainers 

 
 

Sales 
Training 

Team 
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1 Directors 
2 Managers 
3 Trainers 

1 E-Specialist 
1 Prog Mgr. 

2 Interns 
 



Sales Enablement (Training Team) 

Sales 
Enablement 

E-Learning 
Specialist 

Inside Sales 
Trainers 

Program 
Manager 

Field Sales 
Trainers 

Field Sales 
Training 
Program 

Training 
Interns 

Markets, 
Trade, and 

Distribution 
Training 



Sales Enablement Impact 

Inside Sales  Field Sales  
Account 

Managers 
Dexcom Care 

Distribution 
and Partners 

Over 1,000 Active Learners 



Why “sales enablement” exists at Dexcom? 

• Strategic shift to be a proactive partner  

• Demonstrate ROI impact to the organization 

• Highlight the effectiveness of the Training team 

• Assist with highlighting leadership development 

opportunities 

 

The Mandate for Sales Enablement 



Philosophy 

• A blended learning approach that allows: 

– Learners to acquire essential knowledge  

– Practice application of knowledge 

– Partner with leadership on development 

– Leverage analytics to improve programs and learner effectiveness 

– Manage learning effectiveness across multiple commercial 
functions 

 

 

Sales Enablement 



Self-
Directed 
Learning 

Instructor-
Led Training 

Application 
Workshops 

Inside - 
Outside 

Coaching 

Scenario 
Based 

Assessments 

Mentoring/ 
Certifications 

Sales Enablement at Dexcom 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



• Learner environment not user friendly or accessible 

• Limited functionality of the platform 

• Rapid growth requiring constant updates to curriculum 

• Lack of robust reporting and analytics 

• Manual assessment and certification processes 

• Limited/Lack of sales leader visibility/involvement with learner progress 

• Limited coaching data capabilities 

• No visibility of learner engagement 

Pitfalls to Sales Enablement 



Training Process 

• Initial Onboarding 

• Self-Directed E-
Learning 

• Home Study 
Assessment 

Manager Onboarding 
and Self Directed E-

Learning 

• Instructor Led 
Training 

• Field Trainer 
assessments  

 

New Hire/Advanced 
Training • Field Assessments 

• Manager 

• Field Trainer 

Field Coaching and 
ongoing Feedback 

Level 1 
Level 2 

Future Build 

Level 4 

Level 1 
Level 2 
Level 3 

Level 3 



• Gamification 

• Benchmarking 

• Analytics 

• Coaching Reports 

• Missions (remote coaching) 

 

Key Enablement Use Case 

Key Examples: 



Engagement and Gamification 

Leaderboard 
drives engagement 

Points awarded for 
engagement 

Listed activities to 
engage learners 

Badges awarded 
for achievement 



Benchmarking Analytics 

Benchmark 

Skills 

Knowledge Coaching 

Performance 

Competency 
assessment 

Role benchmark 



Coaching Forms and Certifications 

Key skill or competency to 
be rated 

Overall score for 
assessment 

Assessment parameters 
can be created and 

assigned (Likert Scale) 

Issue:  Paper and 
spreadsheet coaching forms 



Coaching Analytics 

Competency 
heatmap 

Coaching 
parameters 

Historical coaching 
results 

Issue:  no 
centralized 
coaching 

analytics to 
drive sales 

team 
development 

Role benchmark 



Missions (Remote Coaching) 

Scores based key categories 
of assessment  

Written feedback 

Mission scenario 

Issue:  Managers don’t get 
enough face-to-face 

coaching time 



Lessons Learned 

• Learners are quick to engage 
training when assigned 

• Adoption of new hire onboarding and 
successful SKO Pre-work rollout led to 
an increase in number of active users 

• 79% of field learners are using 
the mobile app for training 

• Inside and outside sales learners 
log-in with the same frequency 

 

Results / ROI 



Future Direction – Our Roadmap/Playbook 
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Phase 1 

Implementation 

Migration 

Platform Design 

Super User Engagement 

Training 

Initial Rollout 

Gamefication Promotion 

User feedback 

 

Exposure to Missions 

Triggered Certifications 

Triggered Coaching Reports 

Benchmarking Alignment 

Manager/Director Analytics 

 

 

Job Function Benchmarking 

Performance Metrics 

Focus on Integration 

 Veeva 

 Salesforce 

 Taleo 

Recruitment Benchmarking 

Competency Development 

Roadmap 

Partner and Distributor 

Engagement 

 

 

 

Phase 2 

Phase 3 

Refinement 

 
 
 
 



• Leverage the experts to help develop your platform 

• Begin the migration process early 

• Ensure your courses are current 
– Don’t let content intimidate you 

• Drivers for success 
– Engage your training team early on platform selection 

– Create a list of requirements based on current and past experiences 

– Ensure sales leadership is aligned on your selection before proceeding 

– Ensure essential competencies are identified 

Recap / Lessons Learned 



  

  

  

  

  

  

  

  

  

  

  

Knowledge 
Course completion, knowledge checks, 

and exams 

Skills 
Missions, application exercises 

Coaching 
Missions, coaching reports 

Performance 
Sales data, KPI 

The Importance of Competencies 

Product Knowledge 
Selling 

Customer/Territory 
Panning 

Diabetes Knowledge 
Systems 

Compliance 
 

 



Key Drivers of Enablement 

Simple User 
Interface 

Mobile Access Gamification 

Integrated 
Coaching Data 

Partnership 
with the 
Vendor 

Automated 
Certifications 

Coaching 
Forms 

Integrated 
Analytics 

Missions 



Thank You 
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Where to find more Sales Enablement Best Practices? 

@mindtickle        #MTWEBINAR                     

To learn best practices from leading sales enablement teams checkout www.mindtickle.com  

Learn more about how leading 

companies are solving for sales 

enablement challenges.  

Listen to sales enablement 

professionals sharing best 

practices and solutions to 

common enablement 

challenges.  

Watch sales and sales 

enablement leaders sharing 

growth hacks and tips from 

personal experiences in hyper 

growth organizations. 

Sales 
Enablement 
Success 
Stories 

Sales 
Excellence 
Podcast 

Live and  
On-Demand 
Webinars 

http://www.mindtickle.com/


Questions? 

@mindtickle        #MTWEBINAR                     
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Thank 
You! 


